Commercial Training 1-12-16
Updates:
· We still have 3 comprehensive trials available for qualifying companies
· At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
Questions, Comments, and Successes:
· 
Tonight’s Training
Fuel and Industry Related News:
A short “Partners in Business” tip from Overdriveonline.com that briefly talks about the benefits of doing oil analysis.  Great resource to take a screenshot of (jing.com)
http://www.overdriveonline.com/partners-in-business-tip-analyze-your-oil/ 
Interesting article talking about the increase in the number of leased trucks.  
· “TRLA (Truck Renting and Leasing Association) own one of every four Class 2-8 commercial trucks now on the road.
· http://truckyeah.jalopnik.com/truck-sizes-classification-explained-from-tacomas-to-1613958192 
http://www.truckinginfo.com/blog/passing-zone/story/2016/01/whole-lotta-leasin-goin-on.aspx 
Remember, the operators/companies that are leasing this trucks are concerned about the following things:
1. Whether or not our product will affect the warranty or whether they can use our product
2. How to decrease the normal operating expenses that aren’t covered in the lease like fuel and oil.
3. Typically, they will not be interested in lubricity improvements or used oil analysis (unless they are considering purchasing the truck at the end of the lease).
Great article from a materials engineer with DuPont talking myths about diesel fuel - this is a great article by Bob Tatnall from fuelright.com (additive)
http://www.truckinfo.net/trucking/common-myths-about-solving-diesel-fuel-problems.htm 
· Myth #1 - “…it is impossible to avoid multiple sources of possible contaminants including bacteria that thrive in water contaminated fuel systems. Even high-turnover tanks will not escape formation of sludge…”

· Myth #8 – “Finally, although kerosene will reduce the temperature at which a fuel will begin to “wax out”, the interval between the first evidence (the Cloud Point), and the total congealing of the fuel (the Pour Point), will not change and will generally encompass only a ten degree range; moreover, kerosene will not prevent fuel line freeze-ups. For these reasons, kerosene is less than ideal for cold weather control”

Another resource talking about fuel additives, refiners, and why additives are needed
· http://www.truckinfo.net/trucking/additives-workpage.htm 

Sales Training:
“You can make money or you can make excuses, but you cannot make both at the same time.”
This week, I heard someone on a webinar as a question.  This question requires that the person asking it must actually giving their best effort each day in order to make the answer meaningful.
 “Did you make more sales today than you did yesterday?”
How many of you would agree with the statement: “Most objections a sales person experiences is created by the person’s lack of sales skills, preparation, or belief.”
Updated Script to Consider: 
Hi Deb, my name is Tom with GDI.  To be sure I’m not wasting your time – I have to ask you an important question.   Our global customers like Duke Energy, Alcoa, and Pepsi (to name a few) have reported experiencing:
· Increased fuel efficiency and power
· Decreased maintenance costs and down time
· Keeping their equipment running better and longer
Which of these things do you feel would be the biggest benefit for your company or are they all important?  
If they say are interested in any of these things, then continue:
· Fantastic!  I’ve gotta share a quick 20 second story.  STS Transportation in Iowa City was interested in our product because they wanted to increase their MPG.  Like most people, they were skeptical because it costs between 5 to 10 cents to treat a gallon of fuel with our product, but they took us up on our money-back guaranteed trial and experienced a 13% increase in MPG.  Plus they are saving money on maintenance and the antigel protection of our product.
· I’m not going to ask you to make a decision to purchase yet because I need to share some information about our product, our process, and to answer your questions - which takes about 12 minutes.  Is this a good time or would you prefer to set up a time on Thursday or Friday morning?
· If they ask about a website, give them your site and then ask them for a cell phone or email address where you can also send the link and your contact information. 
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Comments and Feedback:
You learn from doing.  Some people prefer to start with smaller companies or owner operators to build confidence and learn in the process.



Additional Training: 100K Sales Team Training for GDI Reps

· http://100ksalesteam.com  -  Free training resource for Certified GDI Sales Reps to help consistently put those steps together! 
